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Enercon Engineering's custom designed power generation products are helping many landfills earn 
more profit by turning captured methane gas into sale-able electric power. 

Using an otherwise wasted renewable energy source for fuel, and equipped with Enercon controls and 
switchgear, landfills can now earn increased revenue by selling the electricity produced by their engine- 
generator sets to the local utility company and they may also earn green energy credits. 
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Challenging speifications drove the design 
of custom enclosures for the Michigan Milk 
Producers Association standby power proj- 
ect; page 18. 



Education sessions, networking events and 
Committee Meetings at the EGSA Annual 
Spring Convention to help attendees adapt 
to the new economy; page 13. 


Correction 

Captions for the Fall Technical & 
Marketing photos in the November/ 
December issue of Powerline incor- 
rectly spelled Charlie Habic’s name. 
We regret the error. 
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Powering Business Worldwide 


Eaton® has changed the game 
with our innovative new bypass 
isolation automatic transfer 
switch with Dual ATS that offers: 

• Greater reliability 

• Improved safety 

• Increased flexibility 

You no longer need to remain at 
the transfer switch during routine 
maintenance. 


Eaton has been manufacturing 
transfer switches for over 40 
years. We offer a full line of 
contactor- and breaker-based 
transfer switches with continuous 
amperage ratings from 30 
to 5000A. 

To learn more about Eaton's 
automatic transfer switches, 
please visit www.eaton.com/ats. 


Eaton is a registered trademark of Eaton Corporation. ©2010 Eaton Corporation. All rights reserved. 1 0641 _01 1 0 




EVENTS CALENDAR 


Conferences 


Industry Trade Shows 

Renewable Energy World 

North America Conference & Exposition 

February 23-25, 2010; Austin, TX 

Technical sessions relate to technology, markets, business strate- 
gies and policy covering the wind, solar, biomass, hydro, geother- 
mal, ocean/tidal/wave, bio-power, bio-fuels hydrogen and energy 
sectors. The Photovoltaics World Conference & Exposition will 
be co-located with Renewable Energy World North America 
2010. For more information, visit www.renewableenergyworld.com. 

POWER-GEN Middle East 2010 

October 4-6, 2010; Doha, Qatar 

The region’s leading exhibition and conference for the power 
generation, transmission and distribution and water industries. To 
exhibit, contact Denne Johnson at dennej@pennwell.com 

POWER-GEN International 2010 

December 14-16, 2010; Orlando, FL 

The world’s biggest show for power generation, featuring the 
EGSA On-Site Power Pavilion. For exhibit information, contact 
EGSA at (561) 750-5575, ext. 205 or e-mail Jalane Kellough at 
J. Kellough@EGSA. org. 


Consult our online calendar at www.FGSA.org for the very latest 
industry and association events information. EGSA Members: To 
list your meetings here, email your info to D.Ferreira@EGSA.org 


EGSA 2010 Annual Spring Convention 

March 14-16, 2010, Saint Petersburg, FL 

The Association’s Annual Spring Convention. Speakers will cover 
business and technical aspects of On-Site Power Generation and 
current industry trends. Visit www.FGSA.org/recovery for more in- 
formation or call (561) 750-5575. 

EGSA 2010 Fall Technical & Marketing Conference 

September 12-14, 2010; Newport Beach, CA 

Speakers will cover business and technical aspects of On-Site 
Power Generation and current industry trends. Registration in- 
formation will be available online at www.FGSA.org or call (561) 
750-5575. 


EGSA On-Site Power Generation Schools 

The most complete overview of an On-Site Electric Power Genera- 
tion System available anywhere today. Now offering Continuing 
Education Units (CEUs)! For information, visit www.FGSA.org or 
call (561) 750-5575. 

Basic Schools 

Baltimore, MD June 8-10, 2010 

Orlando, FL* December 14-16, 2010 

*To be held concurrently with POWER-GEN International 

Advanced Schools 

Chicago, IL February 22-25, 2010 

San Antonio, TX August 9-12, 2010 
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to provide accurate information, but cannot guarantee the accuracy and hereby disclaim liability for any 
reliance on the information contained herein. 
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of the information, opinions, and advertisements contained herein, do not assert the accuracy of any state- 
ments, and all reliance thereon is hereby disclaimed. 
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FROM THE TOP 



Ron Hartzel 
2010 EGSA President 
rondhartzel@eaton.com 


Make EGSA Part of Your 2010 Plan 


I t’s the start of a New Year — time to put the old 
year behind us and concentrate on the best pos- 
sible way to manage our businesses through 2010. 
If you attended the EGSA Fall Conference and 
heard Peter Ricchiuti’s dynamic presentation “Op- 
portunities for Growth in the Current Economy”, 
you’ll recall his assertion that the recession ended 
sometime in July 2009. The statistics he used to 
support his argument should be verified by the 
government during the 1 st quarter of 2010. How- 
ever, depending on which market your business 
serves and the orders you have in hand, you may 
or may not agree with him. If you’re an EGSA 
member and you didn’t catch this presentation, 
you can access it on the EGSA member portion of 
our web site and review the slides. Unfortunately, 
you missed a dynamic presentation and some pen- 
etrating follow-up questions. 

While the stock market’s lackluster 4th quarter 
performance could indicate the economy is stag- 
nating, I think it’s time to move forward. If the 
recession is over, we need to focus on recovery and 
prepare ourselves to take advantage of it. Are you 
prepared for 2010? Do you have a Strategic Plan 
for your business? Is it current or was 2009 too 
hectic to even look at it? Update it now before the 
opportunity slips away again. If you don’t have one 
for your business, take the time to create one. 

A Strategic Plan should answer a variety of 
questions. How will you differentiate your busi- 
ness from your competitors? What new markets 
or customers will you target this year? What new 
products or services can you offer to better serve 
your customers? What do your customers want 
that you are not providing? Who are your competi- 
tors for new and existing markets? 

In short, a Strategic Plan identifies where a busi- 
ness or organization wants to be at some future date 
and describes how it will get there. The planning 
process includes the following key deliverables: 

1 . Examines high level influences that impact 
the business such as the state of the economy, 
any potential regulations and any other influ- 
ential factors that could affect it. 

2. Evaluates the organization and identifies its 
Strengths, Weaknesses, Opportunities and 
Threats; also know as SWOT analysis. 

3. Establishes mission, vision and value state- 
ments, all of which are important for commu- 
nicating the purpose of the business. 

4. Establishes goals for the next to 3 to 5 years, 
which is important for the purpose of execut- 
ing the Strategic Plan. 

5. Finally, provides essentional information as to 
how these goals will be reached. 


EGSA supports member efforts to create and 
implement their own Strategic Plans in a number 
of ways. Take item number 1, for example. EGSA 
presents relevant conference topics, offers partici- 
pation in various different committees and report 
generator shipments as an industry economic indi- 
cator. You may wonder how committee participa- 
tion addresses this need, so let me offer two exam- 
ples. Codes and Standards Surveillance Committee 
members report on standards progress and discuss 
how member companies may be affected. In addi- 
tion, EGSA has designated two Staff members to 
participate on various standards and represent the 
interests of all EGSA members. They report on their 
activities and present actionable items for members’ 
consideration. Next, the Green Committee tracks 
Green Initiatives and advises EGSA members on 
emerging trends, developments and regulations. I 
would like to emphasize that the value and strength 
of these committees are totally dependent on active 
member participation. 

I can think of three ways EGSA supports mem- 
bers by creating opportunities that will help them 
meet their goals (see item number 5). First, the 
Manufacturers Showcase Program and the On- 
Site Power Pavilion at POWER-GEN International 
provide EGSA Members with venues in which they 
may market their products and services. EGSA 
actively markets these events to the industry and is 
continually implementing new ideas to boost traffic 
and enhance the member value of these events. 

Second, EGSA’s conventions and conferences 
are a great place to network and establish contacts 
that are immediately beneficial or could be so in the 
future. Third, EGSA’s education programs provide 
members with a variety of opportunities to enhance 
their employees’ skills and knowledge. A skilled 
workforce that is highly knowledgeable concern- 
ing your products and services can easily translate 
into a significant, competitive differentiation. EGSA 
Generator Technician Certification, for example, 
provides a great way for members to stand out from 
the crowd. 

As an organization, EGSA strives to offer many 
different value propositions; however, the actual 
value to each member will be derived through the 
amount of participation that each member chooses 
to provide. If you don’t believe you’re getting much 
value from your membership, it might be a good 
time to examine how much effort you are expend- 
ing to participate in the organization. It’s up to you 
to take full advantage of everything EGSA member- 
ship has to offer. ■ 
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EDUCATION 



George Rowley 
EGSA Director 
of Education 
G.Rowley@EGSA.org 


Committee to Discuss How New 
Technology Might Impact Programs 


I f you attended the 2009 POWER-GEN Interna- 
tional Show and spent any time networking in 
the EGSA booth, you may have overhead one of 
several casual debates about EGSAs evolving role 
as an education provider. Why the debate? Be- 
cause we are entering what is uncharted territory 
for EGSA: Internet education or “e-leaming.” 

We have just begun our investigatation of in- 
ternet education, and we’re still weighing the pros 
and cons. Before we make any recommendations 
to the Board, we’d like to obtain your input by 
inviting each of you to participate in the Educa- 
tion Committee meeting during the upcoming 
Annual Spring Convention and hear Bill Heacock, 
EGSA’s expert Education Consultant, explain the 
concept of e-learning. Following Bill’s presenta- 
tion, you can participate in a discussion on how 
EGSA might deliver selected education programs 
electronically. 

Today’s high-quality e-learning material can 
allow high levels of interactivity; include vivid 


simulations and animations, video, audio, and 
other multimedia; allow integration with classroom- 
based learning; allow access to tutors or fellow 
e-learners; and use a web-based learning manage- 
ment system to track user progress and success. 

Many people are enthusiastic about e-leaming 
because of the cost savings; e-learning requires no 
travel, meal or lodging expenses. Setting that fact 
aside, however, one can End many other reasons 
e-learning can be an excellent way to leam. As you 
can see below, these facts make for a compelling 
investigation. 

• Possibilities for EGSA-Many subjects that 
cannot be offered through our On-Site Power 
Schools could be delivered in an e-learning 
format. These might include: pre-requisites 
to our On-Site Power Schools; short courses 
related to specific topics; a course on what 
the On-Site Power industry is and does (“On- 
Site Power Generation 101”); an overview of 
EGSA and its member benefits; and more. 



Not just monitoring, 
but a service 
management tool! 


Low cost 
Easy to install 
No programming required 
Universal for all generator brands and sizes 
Notifications by e-mail and cellular text messaging 
3 ways to communicate (cellular, phone, ethernet) 

Automatic monthly e-mail to customer 
(generator activity documentation) * So | d by 

Remote starts 
Internet-based 



♦ 


GEP TRACKER 


Taking Generator Service to the Next Level 


Generator Solutions, Inc. 
533 Hayward Ave. N. 
Oakdale, MN 55128 
651-770-9405 
www.dealers.gentracker.com 
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• Users learn at their own pace. Classroom learners often 
learn as a group at the slowest student’s pace to ensure few 
are left behind. E-learners remain individuals with the po- 
tential to excel. At their own pace, they learn what they want 
to learn, when they want to learn it. 

• Training occurs in small parcels. Research has shown that 
the most effective learning occurs in short sharp bursts-per- 
haps 10-15 minutes on a particular topic. Ideally, this is 
how e-learning delivers information. The small parcel format 
is ideal for working professionals who don’t have the time 
for classroom learning. 

• Repetition. If a classroom learner fails to understand a con- 
cept or topic, he may End himself lucky to have it explained 
one more time-at the possible expense of his fellow class- 
room learners. An e-learning environment, however, allows 
you to revisit and repeat a topic as many times as you like, 
as fast or slow as you like, until you understand it. 

• Need-to-Know. Computers offer one huge advantage over 
traditional, paper-based education: information can be dis- 
played on a need-to-know basis. 

Areas of concern 

The EGSA Education Committee is just beginning to investi- 
gate e-learning. We’re still gathering information in our attempt to 
determine if it will meet our needs along with the needs of EGSA 
members and industry personnel. We don’t have all the answers to 
our many questions yet, but we have identified a number of areas 
of preliminary concern, including: 

• Complex material-Converting some or all of our existing 
On-Site Power School content will be considered. At this 
point, there is a concern about whether the very complex 
material presented at our schools can be successfully con- 
verted to an electronic format that still allows effective learn- 
ing to occur. 

• Competition-If we developed e-learning programs, who 
would we be competing with? Would we be competing with 
ourselves? 

• Resources - What resources do we need to develop and 
implement a successful e-learning program? 

• Cost and ROI - How much will it cost to implement an 
e-learning program? Will the return on investment be suf- 
ficient to warrant our initial expenditures? 

Please attend the 2010 EGSA Annual Spring Convention and 
participate inb the Education Committee meeting. With your help, 
we can End the answers to these and other questions. 

Certification Update 

Eighty Generator Service Technicians gained EGSA Certifica- 
tion in 2009, bringing the total number of certified techs to 325. 
That compares favorably with 2007 but falls far short of the 2008’s 
record 116 techs. The Certification Committee has recognized 
the need for an aggressive marketing program to counteract this 
downward trend. Therefore, we are especially pleased to welcome 
Todd Cline as the Association’s new Marketing Manager. Todd is 
already working closely with the Certification Committee to de- 
velop a variety of fresh marketing strategies. 

If you have questions or comments about EGSA Education pro- 
grams, please contact George Rowley, EGSA Director of Education 
via email at G.Rowley@EGSA.org or phone 561-237-5557. ■ 


3-STEP GUIDE TO 
EMISSIONS COMPLIANCE. 



3. Repeat Step 2 as needed. 


MAY WE SUGGEST A BETTER ALTERNATIVE? 


Contact MIRATECH. Our specialty? Total compliance solutions 
that keep the air clean without the headaches and hassles. 
Fully integrated. Fully customized. For any engines. Any loads. 
Any fuels. Any regs - Tier 4 and beyond. 

SCR | Catalytic Converters | DPF | Silencers | AFRs 
Field Service | Training 
Over 12,000 systems installed. 


Learn more. Visit our 
website. Send us an 
e-mail or give us a call. 


Qjj miRRtECH 

CORPORATION 

EMISSIONS SOLUTIONS FOR INDUSTRIAL ENGINES 


800.640.3141 Ext. 126 miratechcorp.com | info@miratechcorp.com 
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CODES & STANDARDS 



Herb Whittall 


EGSA Technical Advisor 
HWhittall@comcast.net 


IEEE Details Efforts to Update and 
Replace Existing Color Book Series 


T he November/December 2009 issue of IEEE 
Industry Applications Magazine contains an ar- 
ticle by T.D. Mills concerning IEEE’s efforts to 
replace the existing series of Color Books with the 
new Color Book Standards. Much of the general 
power systems information previously published 
(and essentially duplicated) in each of the color 
books will now be contained in a single book des- 
ignated IEEE Standard 3000. 

According to IEEE, six additional books num- 
bered 3001 through 3007 will be published. They 
include: 

• 3001-Power Systems Design; 

• 3 002 -Power Systems Analysis; 

• 3003-Power Systems Grounding; 

• 3004-Protection and Coordination (includ- 
ing the Recommended Practice for the Ap- 
plication of Protective Relays and Fuses in 
Industrial and Commercial Power Systems. 

- Selective Coordination); 


• 3005-Emergency and Standby Power Sys- 
tems; 

• 3006-Power System Reliability; 

• 3007-Power System Maintenance Operations 
and Safety. 

If you have an interest in participating in the 
creation of any of the books, contact the appropri- 
ate Committee Chair(s) directly using the e-mail 
directory on the opposite page. 

ISO Concept Database 

ISO announced it has launched the ISO Con- 
cept Database (ISO/CDB), an application that, 
according to the ISO web site, “will make the ben- 
efits of using standards easier to achieve, provide 
users with new possibilities for achieving such 
benefits and cut the time necessary to develop and 
revise standards.” 

Content databases have been created and used 
by many ISO technical committees for years 



CUSTOM FABRICATION, INC. 

BBtl g| id oh n 1:3 <IX 


wl-21f0 
F^axr('352) 351-588/1 
www.jrscustomfab<com 


Phone 


CHECK OUT OUR 
NEW FACILITY AT 
5000 NhW* 5th STREET 
OCALA. FL 34482 
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CODES & STANDARDS 


E-mail Address 


3000 

Chairman Dave Mills 

d.mills@ieee.org 


Co-chairman Carey Cook 

ccook@sandc.com 

3001 

Chairman Peter Sutherland 

peter.sutherland@ieee.org 

3002 

Farrokh Shokooh 

farrokh@etap. com 

3003 

Doug Dorr 

d.dorr@ieee.org 

3004 

Rasheek Rifaat 

Rasheek. Rifaat@jacobs. com 

3005 

Joe Weber 

joe. weber@emerson. com 

3006 

Robert Amo 

ramo@hp.com 

3007 

Dennis Neitzel 

Dennis. nietzel@avotraining. com 


If you have an interest in participating in the creation of any of the IEEE Color Books, contact the appropriate Committee Chair (s) directly 
using the e-mail directory above. 


IEEE Standard Committee Contact 


to support their standards development 
work. But no platform existed to collect all 
18,000 ISO standards and assemble them 
into a single source of structured content. 

The ISO Central Secretariat developed 
the ISO Concept Database (ISO/CDB), to 
provide “a harmonized platform for the 


search, development and maintenance of 
concept content throughout the ISO stan- 
dards portfolio.” 

You can access most of the ISO/CDB 
directly at http://cdb.iso.org. If you use the 
“Login as Guest” button, no password is 
needed. 


In other ISO news, ISO 3046-4:1997 
has been replaced by ISO 3046-4:2009 Re- 
ciprocating Internal Combustion Engines 
- Performance - Part 4: Speed Governing. 

If you have any questions or comments, 
email me at HWhittall@comcast.net. m 



RIGHT, READY & RELIABLE 

LOAD BANK 

RENTALS 


PROTECTING TECHNOLOGY 
AND the WORLD* 


ComRent® International , llc 


Inli P..I. lb. 


Z fas H-3-1 

WKm *■! 
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1 3 Locations, Nationwide Coverage 
International Shipping Available 
Inventory Center in Canada Opening Soon 


888 - 881-7118 


www.comrent.com 


Medium Voltage Load Banks 

Resistive/Reactive 
5000kV/3750kVAR @ 1 3.8kV 
4000kW/3000kVAR@41 60VAC 


Low Voltage Load Banks 

Resistive/Reactive 
4kW-5000kW Models 
4-3750kVAR Reactive 
1 0OkW Suitcase Load Banks 
UPS and FedEx Ready 
1 20VAC-600VAC 
600VAC up to 4000kW 
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PROMPT DELIVERY . BEST VALUE 
LARGEST INVENTORY 





Call 800-383-2078 for quotation or product information 

P.O. Box 9086 . Daytona Beach, FL 32120 . 386-274-2079 . Fax 386-274-2279 
Visit us at our website: www.davidsonsales.com • email: dsc@davidsonsales.com 









GSA Annual Spring Convention 

March 1 4- 1 6, 20 1 0 • Saint Petersburg, FL 
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F-OWCn . LI Hi IT 


O n-Site Power Industry professionals will gather in 
Saint Petersburg, FL, March 14-16 to attend the 45th 
Annual Electrical Generating Systems Association (EGSA) 
Spring Convention. 

The Convention’s scheduled educational program — 
“Focus on Recovery” — -will encompass a variety of subjects 
ranging from the global economy to client/vendor relation- 
ships and from EPA regulations to Tier 4 interim engine 
design. (Editor’s note : you’ll find additional details concerning 
the scheduled educational presentations in this article’s inset 
boxes, such as the one at right.) 

In addition, Convention Delegates will be afforded 
ample opportunity to network with the On-Site Power 
Industry’s key players over the course of the Convention in 
formal and casual settings. The Manufacturers Showcase 
tabletop exhibition setting, for example, allows for a more 
traditional, formal dialogue between On-Site Power Manu- 
facturers, attending Distributor/Dealers and Manufacturer 
Representatives. 

Similarly, EGSA Committee Meetings create opportuni- 
ties to make important, lasting contacts at all levels of the 
industry and empower Delegates to transform our indus- 
try. By providing Delegates with access to organizations 
that influence and entities that regulate Electrical Power 


RiRCf^JWBt 


Education Session Descriptions 

Opening Keynote — Recovery: Positive 
Changes in the Workplace and the Economy 

Bodine Balasco, Speak , Inc. 

■ Noted speaker Bodine Balasco will open EGSA's 
45th Annual Spring Convention with a penetrating 
lookatour current economic condition and how it is 
i m pacti ng off] ces and manufactu ri ng faci I iti es across 
the country. He will also discuss recent events and 
changes that signal the U.S. recovery and give an 
indication of how fast and strong it will be. 

Successful Meetings Magazine has named Balasco 
“one of the Top Speakers of the 21st Century." With a Fortune 100 
client list that includes AT&T, Boeing, Coca-Cola, British Petroleum, 
Verizon and FedEx, Bodine has an insider’s view of today’s real world 
business conditions. Balasco blends information and insight with 
energy and humor to engage and inform. His academic background 
in public speaking and human behavior enables him to deliver unique 
perspectives on current events and workplace dynamics. 

Continued on pg. 1 4 
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2010 EGSA ANNUAL SPRING CONVENTION 


poweRBJP Your business 


Education Session Descriptions (continued from pg. 13) 
Organizational Development and Market Diversity 

Ron Autrey, President and COO , Miller Electric Company 

In 2003, 75-year-old Miller Electric Company was 
re-organized to manage significant revenue growth 
as well as geographic and marketplace diversity. 
By professionalizing its relationships with employ- 
ees, vendors and clients, Miller Electric created a 
supply chain that added value to the company and 
the construction procurement process. 


n 


Ron Autrey joined Miller Electric Company in 
1974 and currently serves as President and Chief Operating Officer. 
He is a State Certified Electrical Contractor and General Contractor 
in Florida, has served on Florida’s Electrical Contractors Licensing 
Board (ECLB),and is a past-chairman of the ECLB. 

He is also a past Governor of the North Florida Chapter of the 
National Electrical Contractors Association (NECA). He is a found- 
ing member and former Chairman of NECA’s Political Leadership 
Council and currently sits on the Board of Trustees of the Electri 
International Research Foundation. As National Vice President at 
Large for NECA’s Large Contractor Group, he is a member of the 
NECA Executive Committee. 

The Path to Interim Tier 4 2011 

Todd Howe , Global Product Marketing Manager, 

Doosan Infracore Portable Power 

This session will provide an overview of the background and architec- 
ture for interim Tier 4 plus a review of the implementation schedule 
and a summary of the pertinent regulations. In addition, Todd will 
highlight the new operational considerations for dealers, fleet opera- 
tors, and end-users and offer suggestions as to how the industry can 
collaborate to minimize challenges and ensure a successful transition 
to greener Tier 4 products. 

Other Scheduled Sessions Include: 

• The End-User Perspective 

• Road to Recovery-Stimulus Funding 

• Demand Response 


Generation, EGSA Committee Meetings enable them to 
participate in shaping the future of the Association, the 
Industry and that of their own companies as well. 

Conversely, casual social venues such as the President’s 
Reception and the Golf and Fishing Tournaments give 
Delegates the chance to relax and the time they need to 
build on their initial contacts and develop the personal 
relationships that are key to effective networking. 

The Host Convention Hotel 

Saint Petersburg’s historic Renaissance Vinoy Resort & 
Golf Club will serve as this year’s Host Convention Hotel. 
Ideally situated on the water and just minutes from Saint 
Pete beach, the Renaissance Vinoy is a fine example of 
1920’s Mediterranean Revival architecture and is listed on 
the National Register of Historic Places. 

The EGSA Convention room rate is $249 per night, 
plus applicable state and local taxes (currently 12%). This 
rate is available three days prior to and following the pub- 
lished event dates based on hotel availability. 

Convention Delegates should call 888-303-4430 to 
make their reservations by Friday, February 19, 2010 and 
mention they are with EGSA to receive the group rate. Or, 
Delegates may reserve a room online using our web site’s 
Reservation Fink with the “pre-populated” EGSA Group 
Code. 

You’ll End complete convention information — includ- 
ing hotel reservation information, education session de- 
scriptions, corporate sponsorship opportunities and golf 
and fishing tournament details — at our registration portal 
at www.EGSA.org/recovery . 

About EGSA 

The Electrical Generating Systems Association (EGSA) 
is an international trade association made up of over 700 
companies throughout the United States and around the 
world that make, sell, and distribute On-Site Power gen- 
eration and related equipment. Headquartered in Boca 
Raton, Florida, EGSA is the world’s largest organization 
dedicated to On-Site Power generation. ■ 
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The National Electrical Code 
mandates selective coordination of overcurrent devices 
in emergency and legally required standby power systems. 

UL labeled and listed for 30-cycle closing and withstand ratings 
based on testing per UL Standard 1008, new Russelectric RTS 
Series automatic transfer switches allow selective coordination 
of upstream overcurrent devices with downstream devices. By 
allowing those devices closest to the fault to interrupt power, 
these 30-cycle-rated switches dramatically simplify both the 
specification and coordination of overcurrent devices. 

Russelectric RTS Series switches are available with continuous 
current ratings from 100 to 4000 A. No other manufacturer 
offers such a comprehensive line of 30-cycle-rated switches. 

For ease of application, performance, flexibility, and long life. . . 
Nothing comes close to Russelectric RTS Series switches. 


1 - 800 - 225-5250 

www.russelectric.com 

/\n Equal Opportunity Employer 
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EGSA NEWS 


Todd Cline Joins EGSA Staff as 
Marketing Manager 

Over the past year, the EGSA Board 
of Directors has examined and debated 
ways in which it could maximize the As- 
sociation’s marketing efforts. Recently, the 
Board decided that a full-time marketing 
manager was needed. After an extensive 
search, EGSA Executive Director Jalane 
Kellough has announced Todd Cline will 
fill the position. 

Todd Cline is a creative, results-driv- 
en marketing professional with a 20-year 
proven record of producing successful 
international marketing communications 
strategies for start-up, family-owned and 
Fortune 100 companies. He has worked for 
global leaders in the security, telecommu- 
nications, aviation, healthcare and software 
industries. 

As the owner and operator of ad agency 
Gibbons Advertising, Inc., Todd has pro- 
duced successful advertising, marketing, 
branding and design services for a wide 


range of companies, including ADT, Opti- 
cal Internetworking Form, Turin Networks, 
Samsung, Scribo, Sequoia System, Nature’s 
Coolers and Impulse Point. 

Todd demonstrates a unique approach 
to branding and promoting companies and 
products by carefully studying the industry 
landscape and avoiding “me too” strategies 
enabling him to develop innovative pro- 
grams that elevate company brands over 
industry competitors. 

Todd was born in Hermosa Beach, CA 
and raised in Fort Lauderdale, FL. He 
graduated from California State University 
Long Beach with a bachelor of fine arts and 
is working toward completing his MBA at 
Nova Southeastern University. 

Please join us in welcoming Todd to 
EGSA and in wishing him the best as he 
assumes his new responsibilities. You will 
have plenty of opportunities to meet Todd 
personally during the the Annual Spring 
Convention in Saint Petersburg. E-mail 
him at T.Cline@EGSA.org. m 



Meeting "The Hafich Challenge" 

During the 2009 EGSA Fall Confer- 
ence, EGSA President Greg Linton chal- 
lenged the member- 
ship to help EGSA 
grow to 1,000 mem- 
bers. Bob Hafich, 

Membership Com- 
mittee Chair, fur- 
thered that challenge in December by 
calling on EGSA members to take “The 
Hafich Challenge” and bring in one new 
member in 2010. 

We’re pleased to report that Jim Da- 
vies of Bay-San Company was the first to 
successfully answer the challenge when 
he sponsored a new EGSA member dur- 
ing POWER-GEN International. 

Remember: for every new member you 
sponsor, you will receive $100 in “EGSA 
Bucks.” EGSA Staff can send member- 
ship information to the individuals you 
identify. Just send prospect information 
to Membership Manager Liz Bustamante 
at L.Bustamante@EGSA.org. m 


Donft be left in 
the nrk. 



For information, contact 
our St. Augustine offices 
or visit our website. 



CM 


Power Systems Division 


Ring Power sells 
and rents a variety of 
Caterpillar® generators 
and other specialty 
power generation 
equipment to keep 
you up and running, 
no matter what! 

• GENERATORS lup to 16 mW) 

• LOADBANKS (up to 5000 kW) 

• ELECTRIC AIR COMPRESSORS 

• ELECTRIC CHILLERS 

• UPS (uninterrupted power supply) 

• FUEL SYSTEMS 

• FINANCIAL SOLUTIONS BY 
CAT POWER FINANCING 

904 . 494.1269 

www.ringpower.com 
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EGSA Releases Anniversary Logo 

EGSA is celebrating its 45th Anniver- 
sary in 2010! The Board of 
Directors has marked this 
milestone by issuing a new 
Association logo (at right). If 
you would like a copy of the 
logo for use on your website 
or other promotional materials, email Don 
Ferreira, Director of Communications at 
D. Ferreira@EGSA. org. 

Powerline Profiles Offer FREE 
Publicity to EGSA Member Firms! 

As you know, 2010 is the Electrical 
Generating System Association’s 45th An- 
niversary. As part of our celebrations, Pow- 
erline magazine is seeking participants for 
a series of feature articles profiling EGSA 
Member Companies. 

There is no cost to participate, but you 
must be an EGSA Member in good stand- 
ing. Because we anticipate a high volume 
of submissions, we cannot guarantee use 
of every profile but we will place as many 
profiles in Powerline as possible. We may 
also post them on our Web site or use them 
in another EGSA publication. 

The Profile Questionnaire is available 
for download on the EGSA web site home 
page ( www.EGSA.org ) under “Recent News.” 
Please answer the questions as fully as pos- 
sible and use additional space as needed. 
You are not limited to the space provided. 


Email your form 
to Powerline Editor 
Donald Ferreira at 
D. Ferreira@EGSA. 
org or you can fax it 
to 561-395-8557. 

Be sure to include 
your contact in- 
formation so we 
can follow up 
with you for additional in- 
formation and photos and to schedule a 
publication date. Feel free to email Don 
with any questions. 

Participating companies will be provid- 
ed with 25 additional copies of Powerline. 
A high-resolution electronic document for 
use in reprinting your company’s profile 
will be available upon request. 

Seize this opportunity to stand out from 
the crowd with FREE publicity! Submit your 
EGSA Member Company Profile to Power- 
line TODAY! 

Editor’s note: your submission of a com- 
pleted questionnaire for our consideration shall 
serve as a release for publishing the informa- 
tion contained therein, m 




Current EGSA Certified 
Technician Demographics 

As of December 31, 2009, EGSA Certified 
Technicians may be found in U.S. states, 
territories, Canada and Trinidad as follows: 
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Hennig Enclosure Systems manufactured three custom enclosures for the Michigan Milk Producers Association at its Rockford, IL plant and trucked 
them to the Ovid, MI site for installation. 


A recent installation at the Ovid, MI 
processing plant of the Michigan Milk 
Producers Association (MMPA), placed 
strict demands on the project’s suppliers. 
Increased levels of sound and environ- 
mental protection on the three generating 
stations were key to meeting the customer’s 
specihations. 

The MMPA facility in Ovid processes 
over three million pounds of milk per day, 
specializing in the production of liquid 
dairy blends, dry powders and bulk but- 
ter. These dairy ingredients are offered in 
spray-dried, liquid, condensed and instan- 
tized forms. Fluid products are typically 
loaded for bulk tanker or 55-gallon drum 
delivery, while powders are packed in 50 
lb. bags, 25 kg bags or one-ton totes. Butter 
is produced in 25 kg cubes. Not only do 
such production processes place a substan- 
tial load on the local utility, but they also 
create ambient dust which can contaminate 
plant equipment. 

Standby power generation system sup- 
plier, W.W. Williams (WWW) of Dear- 


born, MI, was awarded the projet. Founded 
in 1912, WWW has evolved from one of 
the nation’s largest industrial distribution, 
repair and service companies to become a 
highly diversified solutions provider. The 
company provides technical/mechanical 
service and repair, remanufacturing, ware- 
house/supply chain management and ser- 
vices a varied customer base. Their prod- 
ucts and services include diesel engines, 
transmissions, heavy-duty truck repair, 
refrigeration, power generation and third- 
party supply chain logistics services. Their 
customer base is comprised of on-highway 
trucking, off-highway equipment, Depart- 
ment of Defense OEM’s, vehicle OEM’s, 
the U.S. Military and marine enterprises. 
The company represents the MTU Onsite 
Energy group and specializes in gas and 
diesel engine systems, fuel cell systems, gas 
turbine systems and gen-drive engines, to 
provide primary, standby and continuous 
power. 

With the project in hand, WWW turned 
to their enclosure suppliers for assistance 


in addressing the many challenges and 
awarded the project to Hennig Enclosure 
Systems. A1 TaManna, WWW’s Brunswick, 
Ohio-based project manager on the job, 
explained, “We’d begun to see Hennig as 
our go-to guys on enclosures, owing to the 
continued satisfaction we’d experienced 
with their levels of quality, engineering and 
especially responsive service.” 

Hennig engineers Christian Grobe and 
Robin Moore and sales rep Matt Sopchyk 
formed a team to produce the enclosures 
at the company’s manufacturing/fabricat- 
ing facility in Rockford, IL. Three standby 
power generator enclosures were ordered 
for the project. Each generator is a 2000 
kW unit, with a sub-base fuel tank holding 
3480 gallons of diesel. 

“Hennig design standards for this ap- 
plication included our complete in-house 
powder coating process for the enclosure 
walls, doors and roof sections over the all 
galvanealled steel construction. This job 
was finished in MTU gray, matching their 
gensets.” 
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CUSTOM ENCLOSURES 


The UL142 approved steel fuel tanks 
are finished with a phosphoric pretreat- 
ment high-pressure wash and then a 2 -step 
polyurethane process. Hennig enclosures 
are designed and engineered to distribute 
the structural load and build structural in- 
tegrity and inner strength into every panel 
and roof section. This allows for clean and 
functional design, without the need for sep- 
arate framing or additional substrate sup- 
ports of any kind. The Hennig fuel tanks 
are engineered and built in a similar way, 
with full interior baffling and sub-structure 
integrity to support the genset without the 
need for surface mounted I-beams to sup- 
port the genset or the need for an addition- 
al, costly raised floor above the tank top. 
The tank top is the floor within the genset. 

During construction, extra attention 
was given to the insulation, silencers and 
electrical controls used to ensure proper 
functioning, sound attenuation and mini- 
mized environmental impact. Each en- 
closure features a heater, overhead lights, 
powered louvers, battery back-up lighting 
with NiCad battery power and GFI wall 
outlets. However, each enclosure and fuel 
tank assembly required additional features 
in order to comply with mandates by the 



The MMPA plant required custom enclosures 
to protect critical equipment. 


Michigan Department of Environmental 
Quality. These additional features included 
overflow protection valves with a spill box 
for fuel containment on the remote filling 
apparatus; a fill panel alarm system with 
level switch; extended vents above the roof 
line; a special mastic coating on the bottom 
of the fuel tank; and stainless steel fuel sup- 
ply and return lines. 

Hennig performs all metal fabrication, 
finishing and the rigorous testing to UL stan- 
dards in-house. LaManna visited the plant 
during construction and was impressed by 
how vertical integration increased the effi- 
ciency of the entire manufacturing process. 
“Even a midstream specification change by 
our customer was handled with no upset in 
the production schedule,” he said. 


Such efficiency tends to draw atten- 
tion. Todd James Rundhaug, MTU Onsite 
Energy Territory Manager, said, “We are 
constantly looking for quality component 
suppliers to complement our power gen- 
erating equipment. We began our rela- 
tionship with Hennig in 2008 and have 
been extremely satisfied with the quality, 
workmanship, delivery and especially the 
after-sales support on their enclosures and 
fuel tanks.” 

Clearly, as On-Site Power equipment 
becomes more complex, component sup- 
pliers must step up and meet demands for 
high-quality products coupled with high 
levels of service. 

“Due to a variety of factors, our types 
of equipment require highly specialized 
enclosures and UL-Rated fuel tanks,” add- 
ed Rundhaug. “The total service package 
from Hennig on these products has been 
excellent.” 

About Hennig 

Hennig has been designing and produc- 
ing custom machine and power equipment 
protection for over 50 years. For more in- 
formation, visit www.hennig-inc.com. m 
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WHITE PAPER: RECIPROCATING GENSETS 


Reciprocating Gen-Sets Remain 
Viable Choice for Sustainable Power 


Stating the Continuing Case for Reciprocating Generator Sets 

By Richard A. Crump , Global Marketing Manager ; Gas Power Generation, Caterpillar Inc. 


R eciprocating generator sets have re- 
cently been overshadowed by new 
alternative fuel sources including wind, 
solar, and fuel cells. This overshadowing is 
unwarranted since reciprocating generator 
sets have been and will be the mainstay of 
support in the sustainable energy space. 
Alternative low energy fuels have been used 
successfully in a multitude of worldwide 
installations including landfills, biogas and 
wastewater installations. 

In fact, reciprocating generator sets are 
a highly efficient power source offering 
low capital costs and quick installation 
and start-up. Reciprocating generator sets 
routinely outperform traditional coal-fired 
power generation plants. Caterpillar gas 
generator sets, for example, have ratings up 
to 6,250 kW with efficiencies in the mid- 


40% range and ongoing engine technology 
development programs have made reach- 
ing into the higher efficiency scale — upper 
40% — a realistic goal. 

The movement toward cleaner and more 
sustainable energy continues, and recipro- 
cating generator sets can help end-users 
comply with national and local environ- 
mental regulations. Larger On-Site Power 
users can even employ renewable fuels 
such as landfill gas, bio gas and coal bed 
methane to generate carbon credits. 

In short, reciprocating generator sets 
can provide solutions to some of todays 
most important power generation issues. 
Reciprocating gensets are far from waste- 
ful or inefficient. They recycle heat which 
is normally released as exhaust. Thanks to 
their size and portability — and their abil- 


ity to use renewable resource fuels — they 
enable end-users to comply with envi- 
ronmental regulations and contribute to 
national energy security. In fact, they are a 
mature, proven technology that can meet 
energy needs today and in the future. 

Combined heat and power 

Electricity generation is not an efficient 
process — traditional utility plants, for ex- 
ample, generally only convert about one 
third of the potential energy of the fuel 
being used into viable energy. Heat is prob- 
ably the largest byproduct of electricity 
generation, but it is often treated as a waste 
product and simply released into the atmo- 
sphere. This waste heat is not only an en- 
ergy loss for the end-user, but a contributor 
to pollution and global warming. 


GREAT DEALS 

In a Tough Economy 




• Cam Connectors 

• Bulk Cable 

• Distro Boxes 

• 4/0 Type W In Colors 

800 - 334-9630 

www.showmensupplies.com 

^•Showmen Supplies, Inc. 
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Figure 1. Typical fuel consumption and physical properties of various low-energy fuels 111 . 


Reciprocating gensets offer an alterna- 
tive to traditional electric power generation 
through integrated systems that produce 
combined heat and power (CHP), the on- 
site generation of electrical and/or mechan- 
ical power and recovery of waste-heat for 
heating, cooling, dehumidihcation or pro- 
cess applications. CHP offers an efficient, 
clean approach to generating power and 
thermal energy from a single fuel source. 

CHP systems using reciprocating gensets 
generate electricity by burning natural gas 
or biogas and then capture waste heat from 
four usable sources: exhaust gas, engine 
jacket cooling water, lube oil cooling water 
and turbocharger cooling water. This heat 
can then be converted into useful thermal 
energy, usually in the form of steam or hot 
water, for use on-site or in nearby build- 
ings. Generally, the hot water and low pres- 
sure steam produced by CHP systems meet 
low- temperature process needs, provide 
space heating and potable water heating, 
and run chillers that provide cold water, 
air conditioning and dehumidihcation, or 
refrigeration. 

CHP packages typically achieve total 
system efficiencies of 70-80%, resulting in 
lower fuel consumption and reduced emis- 
sions when compared with conventional 
separate generation of heat and power. 
CHP also prevents air pollution by employ- 
ing the waste heat, whereas conventional 
power generation systems lose efficiency 
by controlling pollution via waste heat 
treatment. 

The move toward efficient and sustain- 
able power is not only an environmental 
priority, it’s also a new opportunity to use 
gensets to ensure reliability in applications 
served by sustainable power. Renewable 
technologies such as wind (with a typical 


capacity factor of 20-40%) or biogas (with 
an inconsistent output) may need to be as- 
sisted by a fuel-generated power source to 
consistently meet capacity requirements. 
Reciprocating gensets can complement the 
efficiency of renewable power, whether by 
running only to supplement power pro- 
duction or by CHP full-time operation. 

Renewable resources 

Reciprocating gensets offer the oppor- 
tunity to maximize existing renewable re- 
sources such as landfill gas, biogas and coal 
mine methane (CMM) gas. Methane is rou- 
tinely released into the atmosphere through 
such sources as landfill decomposition, ag- 
riculture and coal mining. Although meth- 
ane occurs naturally in the atmosphere, it 
can be dangerous when released in large 
quantity. In fact, methane has 21 times 
the estimated impact of carbon dioxide on 
global warming and, once released, it can 
remain in the atmosphere for as much as 
15 years. Capturing methane for genset 
use instead of emitting it to the atmosphere 
also helps mitigate global warming, cuts 
costs and generates potential revenue. 

Landfill gas (LFG) is a natural byprod- 
uct of organic waste decomposition and is 
composed of about 50% methane, about 
50% percent carbon dioxide and a small 
amount of non-methane organic com- 
pounds (see Figure 1). A landfill must 
be at least 40 feet (12 meters) deep and 
have at least one million tons of waste in 
place for landfill gas collection and power 
production to be technically feasible. LFG 
develops in landfills in approximately one 
to three years, depending on the type of 
waste and make-up of the nearby terrain; 
peak production of LFG is five to seven 
years after waste is dumped. 
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Most municipal solid waste landfills 
destroy this methane and carbon dioxide 
mixture in a gas collection and control sys- 
tem or utility flare. However, LFG can be 
extracted for use as an alternative fuel us- 
ing a series of wells and a vacuum system. 
Pipes are inserted deep into the landfill to 
provide a point of release for the LFG. 


The move toward efficient 
and sustainable power is 
not only an environmental 
priority, it's also a new 
opportunity to use 
reciprocating generator 
sets to ensure reliability. 


A slight vacuum is then applied to draw 
the gas to a central point where it can be 
processed and treated for use, thereby 
reducing the need for conventional fossil 
fuels. 

Similar to LFG, biogas is produced 
through the natural anaerobic decompo- 
sition or fermentation of organic waste, 
such as manure, municipal solid waste, 
biodegradable waste or any other biode- 
gradable feedstock within an anaerobic 
environment. Biogas consists primarily of 
methane (50-80%) and carbon dioxide (20 
-50%) with trace levels of other gases such 
as hydrogen, carbon monoxide, nitrogen, 
oxygen and hydrogen sulfide. 

Biogas can be extracted for use from al- 
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most any of its sources. For example, some 
livestock farms or large livestock feeder 
operations use a lagoon to cover and store 
the manure generated by their livestock. 
Instead of releasing the methane and car- 
bon dioxide generated by the decomposi- 
tion of this manure into the atmosphere, 
the methane can be extracted and burned 
on-site in biogas-fueled gas engines. Other 
agricultural operations, like starch-produc- 
ing cassava processing plants, utilize an- 
aerobic biodigesters to convert organic-rich 
wastewater into methane. By tapping avail- 
able biogas resources, farms and processing 
plants can supplement their power genera- 
tion capabilities and lower their costs. 

Coal mine methane offers another clean 
fuel option for reciprocating gensets. Coal 
mining sites can use gas drainage systems 
to extract the methane-rich gas found in 
coal beds. Similar to the method used for 
landfill gas collection, vertical or horizontal 
wells are drilled into the coal bed and vacu- 
um pressure is applied to extract the meth- 
ane. This type of extraction can yield very 
high quality gas — often with a methane 
content above 85% — especially from wells 
drilled into the coal seam prior to the actual 


mining. Wells drilled into the face of the 
coal seam while it is being mined typically 
have more air mixed with the methane as 
it is gathered; the resulting gas is generally 
composed of 25-60% methane. 

Fuel flexibility and energy security 

Looking forward, it is important to also 
consider the contribution that CHP, energy 
efficiency and conservation and the use 
of renewable resources can make to our 
naton’s overall energy security. Fuel-flex- 
ible reciprocating gensets can serve as the 
cornerstone of one possible strategy for 
reducing the United States’ dependence on 
foreign oil and non-renewable resources 
such as coal. 

Energy independence is a topic of great 
global interest. The realization that many of 
our most highly used resources are finite, is 
leading many countries to explore and 
expand their use of renewable resources. 
In addition, issues like natural disasters, re- 
gional conflicts and the possbility of supply 
manipulation by countries who provide oil 
and coal to the rest of the world continue to 
cause concerns. Reducing our vulnerability 
to drastic changes in the energy market is 


an important way to ensure affordable and 
reliable power for infrastructure, home and 
business use. 

Energy security may only become a 
reality when all the contributing entities 
are willing and able to invest in available 
national resources. Beginning with promot- 
ing an existing technology like reciprocat- 
ing generator sets may lead to essential 
change in the way power is produced, sold 
and distributed, leading to a United States 
that runs on clean, energy-efficient, local 
power. 

More information 

For technical information please visit 
www.catdectricpowerinfo.com/pr or you can 
email cat_power@cat.com. Get involved 
with the discussion! To interact with other 
power generation professionals in our on- 
line community, register at www.catelec- 
tricpowerinfo.com/connect. ■ 

References 

[1] Oregon department of Energy. “Biogas 
Technology.” Retrieved August 7, 2008 
from http://www. oregon.gov/ENERGY/RE- 
NEW/Biomass/biogas.shtml#landfill_gas 
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INDUSTRY NEWS 


European Offshore Wind Power 
Market Grew 54% in 2009 

The European Wind Energy Association 
(EWEA) reports that eight new European 
wind farms consisting of 199 offshore wind 
turbines, with a combined power generat- 
ing capacity of 577 MW, were brought on- 
line last year. The addition translates into a 
54% gain when compared to the 373 MW 
installed during 2008. EWEA expects 10 
more European offshore wind farms to be 
completed in 2010, adding 1,000 MW to 
generating capacity. The expected addition 
will be equivalent to 75% market growth 
when compared to 2009. 

“This is an incredibly good result con- 
sidering the continuing difficulties of ob- 
taining financing for large projects”, said 
Christian Kjaer, EWEA Chief Executive. 
“Independent project developers, in par- 
ticular, are still struggling. For the offshore 
wind power industry to continue its devel- 
opment, it is vital that governments and 
the European Commission provide policy 
frameworks that stimulate investor interest 


and allow project developers to move their 
plans forward.” 

Currently, 17 offshore wind farms with 
a total capacity of more than 3,500 MW are 
under construction in Europe. Just under 
half of these are being constructed in UK 
waters alone. In addition, a further 52 off- 
shore wind farms have won full consent in 
European waters. They will add a total of 
more than 16,000 MW, with just over half 
of the capacity sited in Germany. 

In 2009, the offshore wind industry was 
valued at approximately 1.5 billion euros; 
the EWEA expects this to double in 2010 
to approximately 3 billion euros. Part of the 
industry’s stellar growth can be attributed 
to stimulus spending via the EU’s European 
Economic Recovery Plan when lawmakers 
injected about 255 million euros into the 
offshore wind sector. 

Decision-makers understand that off- 
shore wind is key to Europe’s future energy 
supplies, said Kjaer. “The European Invest- 
ment Bank’s (EIB) increased involvement 
will also be instrumental for the future 


success of offshore wind’s contribution to 
European recovery, job creation and tech- 
nology leadership.” 

At this time, over 100 GW of projects 
are at various stages of planning and could 
provide enough power to meet 10% of 
Europe’s electricity demand. Europe is the 
world leader in offshore wind with 828 
wind turbines and a cumulative capacity of 
2,056 MW spread across 38 offshore wind 
farms in nine countries. 

Wartsila to Move Some 
European Production to China 

Wartsila has announced it will reduce 
manufacturing capacity and move most of 
its propeller production and auxiliary en- 
gine production to China. Propeller manu- 
facturing and component manufacturing 
plants in The Netherlands will be closed. 
Production for the Wartsila 20 generat- 
ing set in Finland also will be closed and 
moved to China in order to maintain the 
company’s competitive stance. 

Continued on page 30 


GENERATOR EXERCISE MONITOR 

c tz&f ■* ikrJjf ytfir mfxrfj j slumi'hyfjcjiT I 
Mfs tv perform a seheduM ttcivisc, iwf thug 
may not r< r *pond -during ,j puvwr U Liwivrtvtaf ftr a 

if 5 /hr & jfJ JtfMW SilVS J/hrf rMftfV I rfuWl 

not ir ,ptT.w^j?-L r , r tm-xiac 24/7. On \y $■ I 


We now offer Replacements for these hard to find 
Onufi Controls: 300-0679 A 0660. 300-0661 & 0682 


Ofter Wepfecettwn-te Ai&itatot Iw mnny oboists and 
eurreni: (Jiun ew*nuwls A rc^dlacftre, u*ed in Marine kV and 
Sttroiby Msn kI nppHc-fltipns These ii>L v-v svi gliftrilnis for 
performance and viilue for over 20 years, life offer products 
idl ing only meet hui exceed ihe ordinal opiiGificajtliDfliia ---ac 
j VEmscilvrahk savings -- *2-Ye*f Wamunyf 

About Otrr ffemaji Serv rce; been nfouilding Gen- 

erdlcir Conlmls IV7£ und mvw dn TOO' Orun, KuhLcr, 

General* ASCO& cuberP-TM's. jnos-i 3-5 days in-tiQU«_®ll 



FLIGHT SYSTEMS 
Toll-Free (USi'Cnd); 300-40 3-372S Fax: 717-932-9925 

■Ship to: $DS Fishing Creek Rd, Lewisbprry PA 17J39 
Ws. : r www.OIgMsyste ms.com fa see 3il oor products £ servi ces 



GENCON®II pro... The World 
Leader In Generator-Set Control 



RPM 


Litre 


kWh 


kW 


%THD 


kVar 


Amps 

Volts 


0 " Auto Synchronizer \Ef Engine Management 
0 " Peak Shaving 0 " Protections 

0 " Load Sharing 0" Data Logging 

0" Measurements 0" ModBus ASCII/RTU/TCP 

UL Certified 


USA Support Tel: +1 (201) 739-2351 


IX/T JJ/J 7 VT J 71 ? COMPUTER SYSTEMS 
▼ I TM ff DEVELOPMENT LTD. 

E-mail: info@wexler.co.il http://www.wexlerco.il 
Tel: +972 (3) 965-5858 Fax: +972 (3) 965-5810 


Powerline • January/February 2010 


www.EGSA.org 


23 







POWER GENERATION TECHNICIANS 

Cummins NPower, the area’s exclusive engine & 
power generation systems distributor for Cummins 
and Onan products is seeking qualified Field 
Service Power Generation Technicians to diagnose, 
troubleshoot, & repair electrical generator systems 
& related engine mechanical failures, & utility 
transfer switches & switchgears. Positions are 
available in Illinois, Wisconsin & North Dakota. 
To view all open positions visit our website, www. 
cumminsnpower.com. To apply, send a resume via 
email to npowerhr@cummins.com or fax to 651-286- 
2111. EEO/AA 


Generator Parts + Equipment Distribution 

Scardana supplies foreign diesel engine parts 
worldwide, as well as pumps, oil purifiers, 
compressors, turbochargers, valves, compensators, 
etc. See also www.scardana.com We need sales 
representation in Central America, Caribbean, 
Brazil, Indonesia, Philippines. Email Philip Rink, 
sales@scardana. com 


Generator Sales 

Pacific Power Products is the authorized distributor 
for MTU-Onsite Energy and Waukesha in Alaska, 
Hawaii, Washington and Oregon territory and has 
several opening(s) for outside salespeople. If sales 
is a profession that interests and motivates this 
could be a career opportunity that lasts a lifetime. 
The position is well supported with dedicated 
project managers and a strong inside sales 
team. Successful candidates will have working 
knowledge of power generation equipment but all 
applicants with a technical leaning and attitude for 
sales will be considered. Pacific offers a market 
competitive compensation package including 
base, car allowance, health insurance and 40 IK. 
Forward resumes to relder@pac-power.com 


EXPERIENCED MANAGER 

An established, fast growing company in the Southern 
United States is seeking an EXPERIENCED 
MANAGER. Responsibilities include supervision 
of service managers, service sales personnel and 
parts departments. Strong technical background 
and understanding of sales, service, parts and 
inventory control of engine-powered products is 
required. Job requirements would also include 
reviewing bid specifications, bidding service 
projects, generating new service opportunities, 
training new sales/service employees and planning 
and implementing sales meetings. Candidate must 
have a strong understanding of all phases of the 
sales cycle, the ability to effectively overcome 
technical and business objections of prospective 
customers, and the ability to work multiple projects 
and people simultaneously. Job requirements are a 
BS degree or equivalent technical training or field 
experience in related fields. Competitive Salary and 
Benefits. Send resume to J.Kdlough@EGSA.org 
(Reference PLND09JB-1). 


Generator Technicians 

Due to our continued growth, Central Power 
Systems & Services, Inc. has immediate openings 
for Generator Technicians at several of our Missouri, 
Kansas and Oklahoma facilities. We offer a strong 
base wage and a full benefit package (including 
FREE MEDICAL & LIFE insurance) and PAID 
RELOCATION depending on skill set. Fax a cover 
letter, salary requirements and your resume to 816- 
781-4518 or e-mail it tojobs@cpower.com. EOE 


EGSA JOB BANK 


GENERATOR SERVICE TECHNICIANS 

KELLY GENERATOR & EQUIPMENT, INC., the 
mid-Atlantic leader in standby electrical generators is 
seeking experienced Generator Technicians. We are 
a full service distributor of emergency standby and 
prime power located in the mid-Atlantic region that 
covers Delaware, Maryland, Northern Virginia, West 
Virginia and Washington, DC. 

We offer SALES, SERVICE, PARTS & RENTALS 

• We have an extensive Service & Parts Department 
to back up your work. 

• We offer factory training on the lines we represent 
as well as “in house” training. 

• We offer medical, dental, vision, 401(k), profit 
sharing, short and long term disability, paid 
holidays, annual leave, overtime and paid “On 
Call.” 

Must have a High School Diploma (Vo-tech or GED), 
3-5 years experience servicing industrial generator 
sets and associated equipment. Must be able to 
service, repair and troubleshoot the engine, as well 
as the alternator end and controls of the equipment. 
MILITARY A PLUS! Visit us on our website at 
www.kge.com. Fax RESUMES to 410-257-5227 or 
e-mail to dkelly@kge.com. 


RENTAL SALES 

KELLY GENERATOR & EQUIPMENT, INC, the 
mid-Atlantic leader in standby electrical generators 
is seeking an experienced RENTAL SALES person 
to join our team. We are a full service distributor 
of emergency standby and prime power located 
in the mid-Atlantic region: Delaware, Maryland, 

Washington DC, Northern Virginia and West 
Virginia. 

Develop strong relationships with electrical and 
general contractors, home builders, event companies, 
industrial and commercial end users and rental 
houses. Focus will be on the rental (and sales) of 
mobile generator sets as well as renting load banks. 
We offer a solid base with commission, medical, 
dental, vision, 401(k), profit sharing and more. FAX 
resumes to 410-257-5227 or e-mail dkelly@kge.com. 

Generator Field Technician 

PM Technologies, LLC has several immediate 
openings for Generator Technicians. We are located 
and operate in Michigan, Ohio and Northern Indiana. 
High School diploma or equivalent a must. Military 
experience a plus. Must be able to troubleshoot and 
repair the engine (diesel and gaseous) as well as the 
generator end. Customer interaction will be required 
on a daily basis. We need highly motivated, self 
sufficient people to assist in growing our expansion 
efforts at new branch locations. Benefits include 
company vehicle, 401k, health, dental and vision 
coverage’s as well as paid bonuses for new account 
procurement. Please Fax resumes to 248.374.6408 
or email to dpopp@pmtech.org 


Diesel Generator Sales 

Cascade Engine Center, based in Seattle, Washington 
has a position open for an experienced diesel generator 
sales person to establish Cascade’s generator division. 
Generator sales experience with prime power and 
standby installations as well as rental programs required. 
Cascade seeks a highly motivated candidate with 
technical and diagnostic skills, computer knowledge, 
and a good driving record. We offer factory training, 
trade show participation, and the opportunity to 
establish this program and join the Cascade team. 
Cascade offers a competitive income opportunity, 
generous vehicle allowance, 40 IK, vacation, paid 
holiday, and health insurance contribution. Cascade 
Engine Center is a drug free workplace. Send resumes 
to klarson@cascadeengine.com 


Generator Sales 

Genset Services, Inc. the top tier industrial distributor 
for Generac generators in South Florida has an 
opening for an outside salesperson. Candidates 
should have prior knowledge of emergency power 
equipment or experience in a similar or related 
field. Others with strong technical aptitude and a 
willingness to learn will also be considered. We offer 
a competitive compensation package that includes a 
base salary plus commission, car allowance, health 
insurance and 401k plan. Please forward your 
resume with cover letter and salary requirements to 
matt@gensetservices. com. 


Generator Field Technician-Experienced 

Full-time experienced generator field technician 
opening in Ft. Lauderdale, FL. Requires advanced 
knowledge of standby generator systems with 
minimum 5 years experience. Working knowledge 
of 12 & 24 VDC controls. Company offers a full 
comprehensive benefits package. Competitive wage, 
company vehicle, laptop and cell phone for qualified 
candidates. Send resumes to careers@acfpower.com or 
fax to HR at 813-621-6980. 


Experienced Power Generation 
Associates Wanted! 

Penn Power Systems, Northeast Energy Systems 
and Western Energy Systems, leaders in the power 
generation business, are seeking experienced 
professionals for various positions within our 
company. We are actively seeking experienced field 
service technicians in the Northeast and Western 
U.S. markets. Candidates should be familiar with 
natural gas and diesel prime movers with industry 
experience and knowledge of systems and controls. 
Penn Power Systems and its divisions offer industry 
competitive salaries, medical, 401(k), and vacation 
benefits. All interested parties should send resumes 
and work related history t o jobs@pennpowersy terns, 
com or call 1-877-736-4473. We Proudly Employ 
EGSA Certified Generator Technicians. EOE 
M/F/D/V 


Generator Sales 

Central Power Systems & Services, Inc. - Generator 
Sales position covering Central Kansas. We offer a 
strong base wage, incentive program and a full benefit 
package (including company car, gas allowance, 
expense card, FREE MEDICAL insurance, FREE 
LIFE insurance, paid vacation, profit sharing and 
40 1 (k) , etc . ) . Fax a cover letter, salary requirements 
and your resume to 816-781-4518 or e-mail it to 
jobs@cpower.com EOE 


Principal Mechanical Engineer 

Principal Mechanical Engineer to provide leadership/ 
direction to the engineering/system design of 
diesel particulate filters in compliance with EPA/ 
CARB emission standards. Manage design team in 
development of new product designs and enhancing 
existing products. BSME/MSME, 10+ yrs mechanical 
design/development with diesel engine emissions, 
incl. in a supervisory capacity. Proven record of 
bringing products from concept through medium/ 
large scale manufacture. SolidWorks expertise. 
Experience with canning/packaging techniques for 
high heat engine exhaust applications, modeling 
techniques for stress analysis, heat transfer and/or 
flow dynamics. Detail-oriented self-starter and team 
player with excellent communications, organizational 
and people management skills. Fast-paced, small 
team environment, www.rypos.com. Apply to 
mecheng0110@rypos.com. No 3rd parties. 
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EGSA Job Bank Guidelines 

EGSA will advertise (free of charge) EGSA 
Member company job openings in the Job Bank. 
Free use of the Job Bank is strictly limited to 
companies advertising for positions available 
within their own firms. Companies who are not 
members of EGSA and third-party employment 
service firms who service our industry may 
utilize the Job Bank for a $300 fee. Blind box ads 
using the EGSA Job Bank address are available 
upon request; company logos may be included 
for an additional fee. EGSA reserves the right to 
refuse any advertisement it deems inappropriate 
to the publication. Please send your classified 
ad (limited to about 50 words) to: EGSA Job 
Bank, 1650 S. Dixie Hwy, Suite 400, Boca 
Raton, FL 33432. Or, send it via e-mail it to: 
J.Kellough@EGSA.org 


Power Systems Outside Sales 

D Square Energy Systems, Inc. the new Generac 
Industrial Dealer ( IDC )for Washington, Oregon 
and Northern Idaho is looking for an outside sales 
person for Western Washington. The successful 
candidate will have a demonstrated history of sales 
excellence in power generation and presentation 
to the Commercial and Industrial engineering 
community. Prior Generac experience a plus. This 
is an exciting opportunity for an independent 
minded seasoned rep to have a major impact in 
the designated territory and enjoy the resulting 
rewards. Send resume and salary requirements to 
d2 @d2 energy, com A tt : Don N. Dunavant. 


Generator Set Sales/Service 

Experienced sales/service engineer needed 
by southern California company to sell 
engine generator sets. 

Please respond to J.Kdlough@EGSA.org 
(Reference PLND06JB-1). 


Diesel Emissions Test Manager 

Diesel Emissions Test Manager to provide 
leadership and oversight to our state-of-the-art 
diesel emissions test facility Manage design team 
in ensuring consistent/accurate measurements of 
exhaust emissions/engine performance. Develop 
module and system level verihcation/validation test 
plans. Design, develop and implement enhanced 
test equipment, systems and processes. BSME/ 
MSME/PhD in Emissions or related, 10+years of 
diesel emissions test including in a supervisory 
role. Expertise in EPA, CARB and ISO emissions 
standards/test methods for diesel engines. 
MetLab, LabView or related analysis software 
experience. Detail-oriented self-starter/team player 
with excellent communications, organizational, 
people management skills. Fast-paced, small 
team environment, www.rypos.com. Apply to 
emissionsmgr0110@rypos.com. No 3rd parties. 


BRANCH MANAGER 

Industrial equipment distributor and service 
company seeks manager for Richmond, VA. 
Job includes managing service and parts 
departments, and branch sales and profitability. 
Service Management experience required. Degree 
preferred. Competitive salary, bonus, 40 IK, 
health, vacation, and car. E-mail your resume to 
tom.mountjoy@bay diesel, com. 



MF=Manufacturer DD=Distributor/Dealer CI=Contractor/Integrator MR=Manufacturers Rep 
EM=Energy Management Co. AA=Trade Publication AB=Trade Association AC=Engineer 
AD=End-User AE=Service AG=Educational Institution AR=Retiree AF=Student 


Michael Callahan AF 

(705) 320-8220 

Lindsay, ON Canada 

Diploma student at Fleming College. 

Cascade Engine Center DD 

Kim Larson, Marketing Manager 

(206) 764-3850 F: (206) 764-3832 

Tukwila, WA 

We represent HiPower Generation units in the Pacific 
Northwest. 

Alain Chakam AF 

(405) 470-6971 
Yukon, OK 

Student attending University of Michigan, Ann Arbor 
studying Electrical Engineering. Anticipated graduation 
in 2010. 

Compass Solutions International LTD. . . . DD 

Justin Cunningham 

(242) 424-5203 F: (242) 327-3182 

Nassau, New Providence, Bahamas 
We are a dealer of Mitsubishi products in the Bahamas. 
We also provide design, engineering and installation 
services. Approved vendor to government power 
authority. We can also service your cable & switch gear 
requirements. 

David Courtney AR 

(239) 340-9371 
Moore Haven, FL 

Retired Marketing Manager for Tradewinds Power 
Corp. 

Day's Generator Service Inc AE 

Randy Day, President 

(925) 813-4062 F: (888) 311-6551 

Brentwood, CA 

Our primary focus is on standby generators in 
Northern California. Service agreements and 
maintenance. Installation of small or replacement 
generators. 

Dell Inc. - Engineering Solutions GroupAC Full 

Tim Belcher, Senior Account Executive 

(309) 360-7003 F: (309) 691-4960 

Peoria, IL 

Dell Inc. - Engineering Solutions Group is a product 
design and engineering support provider. We partner 
with manufacturers to assist in the development of 
their product lines. Dell’s ESG has key experience in 
engine systems, emissions systems, package design and 
manufacturing development/support. 

Terrence Dinesen AF 

(705) 740-9234 
Peterborough, ON Canada 
Diploma student at Fleming College. 


Direct Wire and Cable, Inc MF 

Eric Laubach, VP 

(717) 336-2842 F: (717) 336-0505 

Denver, PA 

Direct Wire and Cable is a manufacturer and distributor 
of portable power cable, welding cable, extension 
cords, power adaptors, cable assemblies with CamLok 
connectors and many other power distribution products. 
Cables are available in many colors, any length, and 
custom printed every foot to your liking. 

Neil Ferguson AF 

(705) 742-8601 
Peterborough, ON Canada 
Diploma student at Fleming College. 

Daniel Gillis AF 

(905) 342-2362 

Cobourg, ON Canada 

Diploma student at Fleming College. 

Global Heat Transfer MF 

Derek Hjorth 

(307) 686-7622 F: (307) 686-8086 

Washington, PA 

Global Heat Transfer is a leading manufacturer of heat 
exchangers and industrial cooling systems with 16 
locations in 8 countries. GHT offers true world-wide 
support. 

Jeremy Griffin AF 

(289) 404-4640 

Newmarket, ON Canada 

Diploma student at Fleming College. 


lain Harvey AF 

(705) 341-9234 

Pickering, ON Canada 

Diploma student at Fleming College. 

Matthew Hilts AF 


(905) 715-2112 
Bowmanville, ON Canada 
Diploma student at Fleming College. 

Integrated Electrical Services Cl 

Edjuan Bailey, Vice President 
(713) 860-1500 
Houston, TX 

IES is a leading national provider of electrical 
and communications solutions for the industrial, 
commercial, and residential markets. From power 
generation to transmission and distribution to end 
use IES designs, builds and maintains electrical 
and communications services for a diverse array of 
customers, projects and locations. 

Continued on next page 
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Andrew Jackson AF 

(705) 932-3171 

Fraserville, ON Canada 

Diploma student at Fleming College. 

Johnker Inc. 

D.B.A. Emergency Power Service DD 

John Baker, Owner, Senior Service Technician 
(409) 899-3908 F: (409) 385-5475 

Silsbee, TX 

We are dealers for Kohler, Generac, Kubota, Baldor 
and Gillette brands. We are a full service generator 
sales and repair shop. We provide service to the local 
utilities and commercial customers. 


Craig I. Langford, Jr AF 

La Mesa, CA 
Welding Student 

Jason W. Learned AE 

(805) 637-5787 
San Jose, CA 


I am an electrician that works on generators in Mexico. 

MEC Engineered Products MF 

Ed Paradowski, Vice President 

(920) 387-4500 F: (920) 273-2538 

Mayville, WI 

Manufacturer of diesel fuel sub-base and day tanks, 
steel and aluminum enclosures and trailers and ISO 
containers for diesel and gas generators. Services include 
complex assembly, electrical assembly, and generator 
testing. Core competencies include metal fabrication 
from light gauge to heavy plate, welding and premier 
paint coatings. 

Mena Electric DD 

George Humphries, Owner 

(479) 394-3911 F: (479) 394-3588 

Mena, AK 

Justin Nisbet AF 

(847) 525-1875 
Big Rapids, MI 

Student attending Ferris State University studying 
Heavy Equipment Service Engineering Technology. 
Anticipated graduation May 2012. 

Arnold Noffke AF 

(705) 656-4236 

Apsley, ON Canada 

Diploma student at Fleming College. 

Northeast Technical Services Cl 

Dragan Mitrovic, Principal 

(203) 509-1517 F: (203) 325-2282 

Darien, CT 

Northeast Technical Services Company specializes in 
troubleshooting of marine generators/altemators, switch 
gear, distribution panels, voltage regulators, transfer 
switches, governor controls and generator paralleling 
systems. 


Patrick O'Connor AF 

(705) 357-3011 

Sunderland, ON Canada 

Diploma student at Fleming College. 

Orchid Monroe, LLC MF 

Jim Farrell, Controller 
(608) 329-3444 
Monroe, WI 


Metal stamper and die cast operation. 

Jeffery Ott AF 

(705) 324-1734 

Cameron, ON Canada 

Diploma student at Fleming College. 

Pacific Power Service Corp Cl 

Gary Andrews, Vice President 

(707) 422-4844 F: (707) 426-1026 

Fairfield, CA 

Serving the Power Generation industry since 1987 
providing installation, rental, and service of power 
generation both prime site and emergency standby. 
Additional services include sales and installation of 
catalyst filters to reduce emissions both diesel and 
gaseous engines. 

John Pollock AF 

(705) 292-0827 
Peterborough, ON Canada 

Diploma student at Fleming College. Enrolled in 
Electrical Power Generation program, expecting to 
graduate April 2010. 

Ramsay Bliese Corp. 

dba Leete Generators DD 

David English, General Manager 

(707) 545-0484 F: (707) 588-9610 

Santa Rosa, CA 

We sell and service prime power and backup generators. 
We are a dealer for Onan, Generac/Guardian, Kohler, 
SDMO, Himoinsa, Olympian/CAT, NorPro and 
others.” 


Dan Rhode AF 

(810) 688-2647 
North Branch, MI 

Student attending Michigan Institute of Aviation 

Danielle Richard AF 


(705) 748-2854 
Peterborough, ON Canada 
Diploma student at Fleming College. 

Michael Scott AF 

(905) 420-6568 

Pickering, ON Canada 

Diploma student at Fleming College. 


John Seymour AF 

( 705 ) 742-1725 

Peterborough, ON Canada 
Diploma student at Fleming College. 

Brian Semiitch AF 

(905) 372-0464 

Cobourg, ON Canada 

Diploma student at Fleming College. 


Brian Sheehey AF 

(705) 799-0812 

Omemee, ON Canada 

Diploma student at Fleming College. 

Tyler St. Jean AF 

(905) 424-7886 

Pickering, ON Canada 

Diploma student at Fleming College. 

Greg Warren AF 

( 865 ) 256-7523 

Knoxville, TN 


Student attending University of Tennessee, Knoxville 
studying Mechanical Engineering. Works part time in 
systems engineering for a research nuclear reactor that 
utilizes numerous backup generator systems. 

Ian Watson AF 

(705) 887-7384 
Fenelon Falls, ON Canada 
Diploma student at Fleming College. 

Weld Power Service Co Inc DD 

Timothy Geary, President 

(508) 832-3550 F: (508) 8327353 

Auburn, MA 

We are a dealer for Kohler, Onan, and Baldor generators 
and ASCO transfer switches. We service all types of 
generators and transfer switches. We also rent units to 
our customers and provide load bank testing. 

Brian Zapp AF 

(705) 739-7196 

Oro-Medonte Twp, ON Canada 
Diploma student at Fleming College. 


26 


www.EGSA.org 


Powerline • January/Febmary 2010 




Application for Membership 

ELECTRICAL GENERATING SYSTEMS ASSOCIATION 

1650 South Dixie Highway, Suite 400, Boca Raton, FL 33432 • 561-750-5575 • FAX 561-395-8557 

E-Mail: e-mail@EGSA.org • World Wide Web: www.EGSA.org 

Under the leadership of its Board of Directors and operating through its various committees and staff ; EGSA strives to educate ; 
provide networking opportunities and share relevant knowledge and trends with industry professionals including manufacturers , 
distributor/dealers , engineers , manufacturer representatives , contractor/integrators and others serving On-Site Power consumers. 



1 • Contact Information 

Company_ 

Address 

City 


Zip/Postal Code 
Phone 


Please type or print all information in upper and lower case (NOT ALL CAPS!) 


_State/Province_ 

_Country 

_FAX 

Title 


-Company's Web Address_ 


Official Representative 

Representative's E-Mail 

How did you hear about EGSA? □ Web site □ Powerline magazine □ Colleague □ POWER-GEN □ Other 

Why are you joining EGSA? □ Certification Program □ CEU Program □ Power Schools □ Buying Guide Listing □ Other 


2. Member Classification Read the Membership classifications below and check the box that describes your firm's classification. 


I. FULL MEMBERSHIP 


II. ASSOCIATE REGULAR MEMBERSHIP 


□ MF Manufacturer Membership 

Any individual, sole proprietor, partnership or corporation seeking membership must 
apply for a Full Membership as a manufacturer if they meet one or more of the following 
criteria: 

1 . They manufacture prime movers for power generation. 

2. They manufacture generators or other power conversion devices producing electricity. 

3. They manufacture switchgear or electrical control devices. 

4. They manufacture or assemble generator sets, UPS systems, solar power, hydropower, 
geothermal, or any other power production or conversion system including related 
components or accessories for national or regional distribution. 

5. They are a wholly owned subsidiary of a firm that qualifies under rules one through 
four. 

□ DD Distributor/Dealer Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a distributor 
or dealer for products listed under Manufacturer Membership may apply for Full Member- 
ship as a Distributor/Dealer. If an organization qualifies under Manufacturer Membership, 
it is not qualified under this section. 

□ Cl Contractor/Integrator Membership 

Any individual, sole proprietor, partnership or corporation actively engaged as a Contractor 
or Equipment Integrator of products listed under Manufacturer Membership, not bound by 
brand, geographic territory or contractually obligated as a Distributor/Dealer of a specific 
product. These firms typically purchase products from a Distributor/Dealer, Manufacturer 
or Retailer, adding value through installation, product knowledge, relationships, unique 
services, etc., and then re-sell the resulting product to an end-user. 

□ MR Manufacturer's Representative Membership 

Any individual, sole proprietor, partnership or corporation actively engaged in the repre- 
sentation of products listed under Manufacturer Membership may apply for Full Member- 
ship as a Manufacturer's Representative. If an organization qualifies under Manufacturer 
Membership, it is not qualified under this section. 

□ EM Energy Management Company Membership 

Any individual, sole proprietor, partnership or corporation engaged in energy manage- 
ment, including Energy Service Companies (ESCOs), Independent Power Producers (IPPs), 
Integrators, Aggregators, and other similar enterprises may apply for Full Membership as 
an Energy Management Company. 

□ Associate Full Membership (mark appropriate category at right) 

Any individual, sole proprietor, academic institution, student, partnership or corporation 
meeting the requirements of Associate Regular Membership may apply for Full Member- 
ship at their option to enjoy the privileges of Full Membership, including the rights to vote 
and to serve on EGSA's Board of Directors. Initiation fees and annual dues will be assessed 
at the existing non-manufacturer Full Member rates. 


□ AA Trade Publication Membership 

Any trade publication dealing with theelectrical generating systems industry 
or its suppliers may apply for Associate Membership-Trade Publications. 

□ AB Trade Association Membership 

Any trade association made up of individual or company members shar- 
ing a common interest in the electrical generating systems industry may 
apply for Associate Membership-Allied Associations. 

□ AC Engineer Membership 

Any consulting or specifying engineer may apply for Associate Member- 
ship-Engineer. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AD End-User Membership 

Any individual employee of a company who owns or operates electrical 
generating equipment and/or related switchgear or components, whose 
responsibility to his employer includes planning, design, installation, 
supervision, or service of such equipment may apply for Associate Mem- 
bership-User. Membership may either be held in the employer's name 
or individual's name under this classification. Individuals whose employer 
qualify as a Full Member, as described in the Full Membership section, do 
not qualify for this category. 

□ AE Service Membership 

Any individual, organization or academic institution that offers services 
such as research, testing or repair to the electrical generating systems 
industry may apply for Associate Membership-Services. Membership 
may either be held in the individual's name or the organization's name 
under this classification. Individual companies whose employer or parent 
organization qualifies as a Full Member, as described in the Full Member- 
ship section, do not qualify for this category. 

□ AG Educational Institution Membership 

Any postsecondary vocational-technical school or college offering on-site 
power generation-related instruction may apply for Associate Member- 
ship-Education Institution. 

□ AR Retiree Membership 

Any individual who retires from a member company may apply for As- 
sociate Membership-Retired. This classification does not apply to any 
individual who is employed more than 20 hours per week. 

□ AF Student Membership 

Any individual currently enrolled at an academic institution may apply 
for Associate Membership-Student. 
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Dues Schedule (Use for Section 3) 


Annual Dues 

Manufacturer $825 

Distributor/Dealer $285 

Contractor/Integrator $285 

Manufacturer's Rep $285 

Full Associate Member $285 

Energy Management Companies $200 

Regular Associate Member $200 

Retiree Member Complimentary 

Student Member Complimentary 



TOTAL 

.$825 

,.$285 

.$285 

,.$285 

,.$285 

,.$200 

,.$200 

$0 

$0 



NOTE: A FULL 1 2-MONTH DUES PAYMENT MUST BE RECEIVED WITH THIS APPLICATION. The Association's Membership Year is January 1 
through December 31 . Dues payments that extend beyond the first Membership Year will be applied to the second year's dues. 

FULL PAYMENT MUST BE RECEIVED WITH APPLICATION. 


3« Membership Dues (Please fill in the appropriate TOTAL 

amount from the above dues schedule.) 

Membership Dues 

$ 


Membership Plaque (optional)** 

$ 

39.95** 

On-Site Power Reference Book (optional)** 

$ 

125.00** 

Florida Residents: Add 6.5% Sales Tax to ** items 

$ 


Continental US Residents add $5 shipping/handing to**items. 

$ 


Non Continental US Residents should call EGSA 

Headquarters for shipping charges for **items. TOTAL 

$ 



4« Payment Method (Payable in US$ drawn on U.S. bank, 
U.S. Money Order, or American Express) 

□ Check # Amount Due $ 


□ 

□ 


Money Order 
Mastercard 
Card # 


□ Visa 


□ American Express 
Exp. Date 


Signature: 


Print Name: 


Products/Services Please describe the nature of your business (50 words or less, NOT ALL CAPS). If you are a Manufacturer's Representative or 
Distributor/Dealer, please indicate which manufacturers you represent and/or distribute for; if you are a student, please provide the name and location of your 
school, your major and your anticipated graduation date: 


Do you buy AND sell equipment? □ Yes □ No Do you manufacture packaged equipment? □ Yes □ No 


Available Codes: 



Enter codes here: 

01 —Batteries/Battery Chargers 

02 — Control/Annunciator Systems 

09 — Generator Laminations 

1 9 — Silencers/Exhaust Systems/Noise Abatement 
20— Solenoids 

Products sold: 

10— Generator Sets 


29 — Education 

11 —Generators/Alternators 

21 — Swtichgear and Transfer Switches (Automat- 


30— Emission Control Equipment 

12— Governors 

ic or Manual), Bypass Isolation Switches, 


04 — Enclosures, Generator Set 

1 3 — Heat Recovery Systems 

and/or Switchgear Panels 

Products rented: 

05 — Engines, Diesel or Gas 

14 — Instruments and controls, including meters, 

22— Trailers, Generator Set 

06 — Engines, Gas Turbine 

gauges, relays, contactors, or switches 

23 — Transformers 


07 —Engine Starters/Starting Aids 

15 — Load Banks 

24 — Uninterruptible Power Supplies 


08 — Filters, Lube Oil, Fuel or Air 

1 6 — Motor Generator Sets 

25 — Vibration Isolators 


28 —Fuel Cells 

1 7 — Radiator/Heat Exchangers 

26— Voltage Regulators 

Products serviced: 

03 — Fuel Tanks and Fuel Storage Systems 

1 8 — Relays, Protective or Synchronizing 

27 — Wiring Devices or Receptacles 


Sponsor(s): A"Sponsor" is an EGSA Member who interested you in filling out this application. It is not mandatory that you have a sponsor for the 
Board to act favorably on this application; however, if a Member recommended that you consider membership, we request that individual's name and com- 
pany name for our records. 


Sponsor Name Company Name 


7 • Official Representative's Authorization 

Signature 

Date 




Maintain Your Competitive Edge: Encourage 
Help Your Technicians Become EGSA Certified 



What's in it for the Technician? 

Technicians can benefit a great deal from 
becoming EGSA Certified, indicates that you 
have the knowledge and proficiency required 
to perform as an Electrical Generating Systems 
Technician professional. 

Certification is official 
recognition of your knowl- 
edge and skill — a mark of 
excellence — that you can 
carry with you anywhere 
you go. It reflects your 
commitment to professionalism 
and shows that this isn’t just another job — this 
is your career, all of which can help with job 
placement and advancement. It can increase your 
salary, enhance your skills, and ultimately make 
your job more satisfying. 



Think things move pretty fast in today’s business world? Consider just how 
fast they’ll be moving one, five or even 10 years from now. That’s why you 
need every available advantage to maintain your company’s competitive edge. 

Today’s On-Site Power Generation System is more complex — and more 
expensive. Your customers don’t want a technician whose skillset is limited 
to a basic knowledge of mechanics to install and maintain their equipment. 
They want to be confident that all work has been performed by qualified 
personnel. Your suppliers want this assurance, too, to guard against unneces- 
sary returns or warranty repairs. 

In the past, your word was the only assurance that your technicians are 
skilled and knowledgeable. But now, through EGSA’s Electrical Generator 
Systems Technician Certification Program, there’s an objective and accurate 
way to determine generator technician proficiency. That means that the same 
standards will be used to measure the skills and knowledge of technicians 
from Maine to Manitoba and Mexico. Yes, Manitoba and Mexico! EGSA has 
already certified technicians in Canada and the Caribbean. 

Certification helps demonstrate that your technicians have the necessary 
knowledge and skills to succeed in their jobs. Everyone will be comfortable 
knowing that your certified technicians’ expertise has been confirmed by 
a leading industry organization through a program that was developed by a 
university. Encouraging and helping your technicians become certified signifies 
your commitment to the highest of standards. Plus, it lends an added level of 
credibility to your firm and can sharpen your competitive edge. Employing 
certified techs will promote customer satisfaction and you won’t have to be 
shy about offering assurance that your techs are qualified. Certification can 
also help you select potential new hires, analyze job performance, evaluate 
employees and motivate technicians to enhance their skills and knowledge. 

Think about the message that certification sends to those with whom you do 
business. Why would anyone want a technician who isn’t certified performing 
critical maintenance or repair tasks? Promoting certification and helping 
become certified can lead to a more professional workforce and that can 
provide you with another tool with which to market your business. 

As our members have said, “We’ve seen too many backyard mechanics 
damage expensive equipment. This program will provide credibility for my 
company and will help build pride and a commitment from technicians to be 
the best.” 


Need more information? Visit us online at www.EGSA.org to find extensive 
and detailed information about the certification program. Or contact EGSA 
Director of Education George Rowley via e-mail at G.Rowley@EGSA.org. 



Electrical Generating Systems Association 

1650 S. Dixie Hwy, Suite 400 • Boca Raton FL 33432 
561-750-5575 • Fax: 56 1 -395-8557 • www.EGSA.org 
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INDUSTRY NEWS 


Continued from page 23 

Over the course of 2010, Wartsila plans 
to cut some 1,400 jobs worldwide. Over 
a third of the cuts will take place in The 
Netherlands. Wartsila currently employs 
1,561 people in the Netherlands. 

The company will continue to manu- 
facture large 4-stroke engines in Finland 
and Italy. European R&D activities will 
be maintained in their current locations, 
and the firm will establish a Propulsion 
Technology & Services Center in the Neth- 
erlands. 

Bay Diesel & Generator Adds 
Techs, Promotes Winn, Mullen 

EGSA Member Distributor Bay Diesel & 
Generator has announced the hiring of four 
new technicians to its current team, includ- 
ing State Champion Diesel Technician John 
Riddick. Riddick and fellow technicians 
Brent Wilt and Steve Talley and Techni- 
cal Management Trainee John Small “have 
already shown tremendous promise in the 
held and we have very high expectations 
for all of them,” said Bay Diesel Executive 
Vice President Lynn Chandler. “It’s getting 
more and more difficult to find good tech- 
nicians, and these guys let us know that 
there are indeed still some solid people out 
there.” 

Riddick is a standout among technicians 

because of his unique story. In 2006, John 

was working at the Ford 

Motors plant in Norfolk, VA 

when employees received 

word the plant would be 

closed. Laid off employees 

were offered three options: T 1 ^ 

r N . John Riddick 

a transler to Michigan J 

Truck in Detroit, which would keep their 

job and benefits intact; a $100,000 lump 

sum severance package; or an education 


package that included 70% salary for two 
years, full benefits, and $15,000 a year 
towards education. Riddick accepted the 
education package. 

Before the Ford plant officially closed in 
2007, John enrolled in the Auto & Diesel 
Engine Mechanics program at Tidewater 
Community College (TCC) and quickly 
became one of the program’s top students. 
Challenging himself further, he entered the 
Skills USA Competition, a national con- 
test that tests mechanics on a wide range 
of knowledge and workmanship. Riddick 
took first place in his district competition 
and went on to take first place in the entire 
state, thus qualifying him for the national 
competition. 

By 2009, Riddick had exhausted the 
curriculum at TCC, including the Ma- 
rine Diesel Program, and was working 
at a Hampton Roads Chrysler dealership. 
Though he was making good use of his 
education, he needed a new challenge and 
saw an opportunity to approach Bay Diesel 
& Generator. “We’re always looking for 
good technicians, especially younger guys 
that can carry on the tradition of excellence 
here at Bay,” said Scott Wheeler. Wheeler 
adds, “Looking at John’s accomplishments, 
positive attitude, and high recommenda- 
tions from the faculty at TCC, we jumped 
at the chance to make him part of our team. 
We have very high expectations for John in 
the future.” 

The company also announced it has 
promoted Matt Winn to the position of 
Quality Control Manager and Mike Mullen 
to Vice President of Materials & Logistics. 
Winn joined Bay Diesel in 2003 and is 
recognized as one of the company’s most 
knowledgeable and reliable technicians. 
His new responsibilities will include visit- 



ing Bay Diesel job sites to ensure that work 
is on schedule, technicians are properly 
briefed, and customers are satisfied with 
Bay Diesel’s work. 

“Matt has been a model technician for 
us since his first day of employment,” said 
Bay Diesel President Scott Wheeler. “His 
vast knowledge and kind personality make 
him a perfect fit for this position. Our 
reputation for quality workmanship is a 
direct reflection of Matt’s fine efforts over 
the years.” 

Mike Mullen has served as General Parts 
Manager for Bay Diesel since 2005. After 
four years of outstanding performance an- 
chored by vastly increased parts sales, Bay 
Diesel’s Board of Directors voted to pro- 
mote Mullen to Vice President at its annual 
meeting last November. 

According to Bay Diesel President Scott 
Wheeler, Mullen has added tremendous 
value to the company. “Mike Mullen has 
added professionalism and leadership to 
Bay Diesel since day one, and we are 
pleased that he has accepted the position 
of Vice President of Materials & Logistics. 
Mike has brought 25 years of experience, 
and has proven his ability to develop better 
customer service, and grow a professional 
staff. We congratulate Mike on his well 
deserved promotion.” 

Veteran-owned Bay Diesel & Generator 
specializes in diesel engine sales and repair 
for multiple national brands, parts sales, 
and generator sales, repair, and mainte- 
nance. The company is an Authorized Ma- 
rine Dealer for Caterpillar through Carter 
Machinery and the regional distributor for 
Generac Power Systems generators. ■ 
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Every Baldor generator set, 
standard or custom, is designed 
and engineered to meet the 
individual needs of your application. 
Whether it’s a 2,000 kW genset to 
keep your industrial facility up and 
running, or a 30 kW generator for 
your remote agricultural needs, 
Baldor has the right products to 
meet your need. 

Engineered to the highest 
performance standards and built 
with unmatched quality, Baldor 
gensets give you the power you 
need, when you want it. 


baldor.com 

©2008 Baldor Electric Company 

GENERATORS 
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ASCO invites you to compare 
power switching and controls 


Armand Visioli 
President 

ASCO Power Technologies 


“We ask you to compare the breadth and depth of power 
switching and controls TECHNOLOGY, SUPPORT and SERVICE 


TECHNOLOGY optimizes reliability through constant innovation. Heavy-duty 
switching and controls exceed demanding global standards and help protect 
against seismic activity. Controls technology ensures ease of operation with 
Web-enabled communications and modern user touch screens. 


SUPPORT teams of Systems Project Managers and factory and local 
applications engineers help you from project concept to completion 


SERVICE that you can counton 24/7 is provided by the largest, manufacturer- 
direct, power switching and controls service organization in the country. 


Compare technology, support 
and service. Prefer ASCO. 

(800) 800 ASCO, ascopower.com 


ASCO Power Switching & Controls 

Just another reason why Emerson Network Power is the 
global leader in enabling Business-Critical Continuity.™ 


EMERSON 

Network Power 


Emerson, Business-Critical Continuity and ASCO are trademarks of Emerson Electric Co. or one of its affiliated companies. ©2010 Emerson Electric Co. CS93 ASCO Power Technologies 

EMERSON. CONSIDER IT SOLVED.™ 



